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Skyrocket Your Career with Amazon Ads
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If you’re a published author, do you remember receiving your very first royalty check? My debut novel was a Christian suspense set in North Korea, and my first royalty check came in the mail from KDP and was $11.32. It was hardly enough to buy myself a pastry and cup of fancy coffee, but I felt so proud because that money came from my book!

It was the same feeling the very first time I got a sale from an Amazon ad back in the fall of 2017. I couldn’t believe it. I sat there staring at my dashboard. I paid Amazon about 13 cents to get a click, and as a result of that click, a casual browser became a paying customer.

Just like that.

Since then, I’ve spent well over a hundred thousand dollars on Amazon ads. More importantly, I’ve earned far more money back from those ads than I’ve spent. Before I started running Amazon ads, I was making about a thousand dollars in royalties a month. If I got a Bookbub deal or had a new release, it might be a little more. It was enough for me to hire a cover designer and editor so I could keep writing more books, and that was about it.

Once I learned how to scale up my ads, I started seeing regular five-figure months. This increased revenue allowed me to support my family, take a fiction Sabbatical in 2020 (and still make more profit than any other year), purchase our dream home, and still have money to continue running ads and support my writing business.

No matter how much you’re bringing in from your writing income now, I bet you’d be excited to see that number double. Or triple ...

Or more!

The amazing thing about Amazon ads is that you’ve already done the work. You’ve already written your manuscript, commissioned your cover, paid your editor, and published your book. Amazon ads just ensure that more people see the masterpiece you’ve created.



Common Objections  

If you were to ask authors why they’re not running Amazon ads, you might hear one of these responses. Maybe you’ve even said something like this in the past!

1) I shouldn’t have to pay Amazon to promote my book. Amazon ads, according to some authors, is just a way for Amazon to steal money from authors. Instead of thinking about it as a way Amazon’s trying to rip you off, think about it as a way to partner with them for extra visibility. 

Remember when authors would do nearly anything to get organic visibility on Amazon? Now we can buy visibility and make more money while we’re doing it, and the end result can be empowering like we just mentioned.

Other authors figure that if they’re book is good enough, people will find it without the need for paid ads. Well, if you believe your book truly is that great, then your goal should be to get it in front of as many possible readers as you can, and Amazon ads are a very effective way to do just that.

2) I don’t have money to spend on ads. I’ve got good news for you! Amazon ads don’t have to be expensive. My first ads were all set up with $5 a day budgets. I didn’t increase my spending until I actually started seeing the profit. Once I realized how easy it was to turn my $5 a day into $10 or $20 or $30, it wasn’t hard or scary to invest more money into ads. 

3) I don’t have time to learn a new platform. Some authors avoid Amazon ads because they don’t want to spend time on marketing. They just want to write more books. In addition to running Amazon ads, I’ve also run a lot of Facebook ads and Bookbub cost-per-click ads, and you’ll be happy to learn that Amazon ads are by far the quickest to both set up and maintain. If I had to guess, on a given month I probably spend three or four hours on Amazon ads. I’ll create new ads and then just check in with my ads dashboard from my phone when I want to review my numbers.

4) Aren’t ads really hard and confusing to set up? The biggest reason I avoided Amazon ads at first was because I was intimidated at the thought of learning a whole new dashboard. Once I learned what the different terms meant and how to analyze my results, I realized ads weren’t complicated at all. That’s why I wrote this book, to give you a step-by-step companion so you can dive into ads with confidence.

Sound good? I can’t wait to get started!

Benefits of Amazon Ads

Amazon ads can be great for your monthly revenue and help you meet your wildest income goals, but there are quite a few other benefits of running Amazon ads in addition to direct sales.

1) Visibility. Amazon ads (especially the sponsored ads, which will be the focus of this book) are everywhere, and for authors they are great for visibility. Who is the household name in your genre, the author whose new releases always spike to the top of the charts? Imagine that every time somebody does a search for Famous Author Dude or goes to buy Famous Author Dude’s newest release, that reader also sees your book being promoted!

Even cooler is the fact that you aren’t paying Amazon for this added visibility. Amazon only charges you when somebody clicks on your ad, but hundreds of thousands of people will see your featured ads without clicking. That’s hundreds of thousands of readers who have seen a glimpse of your cover ... and you don’t pay for that extra exposure. It’s like Amazon giving you free billboard space!

2) Eager readers. Amazon ads allow you to target readers where they’re most likely to buy ... when they’re already shopping in the Kindle store. This makes them different from any other ad platform. When somebody is scrolling through Facebook, for example, they aren’t looking to buy a book. If they happen to see a Facebook ad for a book and click it, they might decide to make a purchase, but that’s not why they’re on Facebook.

By contrast, if somebody is on an Amazon sales page, there’s a very high chance that they’re there because they’re looking for something to read. This means it usually takes fewer clicks to make a sale on Amazon than on any other dashboard.

3) Data, data, data. When you run Amazon ads, you can learn a lot about your book and your ideal readers.

Let’s say you run three different ads targeting Authors A, B, and C. Author C gives you an amazing number of clicks and sales. You can assume that Author C’s readers are going to love your books, and you can use that information to make smart marketing decisions for your books. Maybe you target Author C in your Facebook or Bookbub click ads (if you choose to dive into these platforms). Maybe you reach out to Author C on social media and do a promotion together. Maybe you just keep on targeting Author C in your Amazon ads, and every time C has a new book out, you make sure your title appears on that sales page.

We’ll get into numbers and analysis in later parts of this book, but the data you get from running Amazon ads is priceless. In addition to guiding your marketing decisions as in the examples above, the data you get from your ads dashboard can also impact the way you publish. Imagine you have two different covers and don’t know which one readers will like more. Or say you’re considering changing your book’s blurb to see if that will increase sales.

By running Amazon ads and tracking your data over time, you’ll be able to decide with mathematical and statistical precision whether or not these changes to your book’s sales page help or hinder your sales.

4) Non-monetary benefits. Most of us are running Amazon ads because we want to make a profit, and this book is going to show you how to do just that. But sometimes I choose to let an ad run even with a small profit margin. It’s not always just about the money.

Let’s say you are running ads for your title Best Debut Ever. You spend a dollar in ads and you make a dollar back in book sales.

Some people would give up and say your ads aren’t working.

But you are patient and willing to take a slow-burn approach to your writing. You keep these ads going, you budget responsibly, and even though you’re only breaking even, you’re still getting a lot of added benefits.

First of all, the more readers you have, the higher your sales rank will be. Your title will be more likely to appear in also-boughts for other authors in your genre. Organic sales will increase, and Amazon’s algorithm will start promoting your book for free.

Second of all, the more people who buy and read your book, the more reviews you’re likely to receive. Reviews are great social proof for your title and will increase your sales down the road. They also make it more likely that your book will be selected by other promotional sites who have competitive standards for the books they advertise (hello, Bookbub editorial team!).

Additionally, even if all you’re doing is breaking even on Best Debut Ever, if Best Debut Ever really is that great of a book, you’ll have the added benefit of gaining lifelong fans. These readers will go on to buy and read your other titles, spread the word to their friends, join your mailing list, etc. In other words, even though we’re diving into Amazon ads for the purpose of making a profit, there are a ton of side benefits that can’t be measured using a simple formula.

5) Confidence. When I was a new author, the only way I got a big increase in sales was if I was fortunate enough for the Bookbub editorial team to select my book for a featured deal. I felt like I was a victim to every single change in Amazon’s visibility rules, and my success was based more on luck than anything else.

Once you learn how to run ads, you get to determine your own success trajectory. There’s no gatekeeper telling you if your book is good enough to promote, and the number of potential new readers on Amazon is approaching limitless.

Why NOW is the Time to Run Amazon Ads

The first edition of this book was released in early 2019, when clicks were (in general) cheaper than they are today. Maybe you’ve been around in the author space long enough that you’ve heard people talking about getting two- or three-cent clicks on their Amazon ads. With numbers that low, it’s almost impossible not to make a big stinking profit!

Amazon ads are getting more expensive as more and more authors are using the platform. That’s okay. Actually, in some ways it’s a good thing.

Look at it this way. If any and every writer/publisher could get clicks for two or three cents using Amazon ads, then basically anybody could make a profit. As a result, everybody and their grandma would be clamoring to use that platform. The books being advertised wouldn’t have to meet any real quality standards because, like I said, with clicks that cheap it’s almost impossible not to make a profit.

Now, with clicks costing an average of 50 cents or more (varying widely by genre and keyword, of course), the only people who are going to be using and continuing to use Amazon ads are the authors who have professional covers and great books that can still be cost-effective to advertise at the more competitive prices. Consequently, readers will see a higher quality of books being promoted when they’re browsing on Amazon, which will result in a net gain for authors everywhere.

Bottom line? Clicks were cheaper when Amazon ads first rolled out, but don’t let that stop you from learning Amazon ads today. To use a somewhat glib, albeit poignant, riddle, let me ask you this. Do you know when the best time is to plant a tree?

Answer: Twenty years ago.

Do you know the second best time to plant a tree?

Answer: Today.

It’s very unlikely that Amazon clicks will get cheaper than they are right now. The days of authors seeing single-cent clicks aren’t coming back, barring some sort of strange economic catastrophe (in which case, who’s going to bother advertising on Amazon anyway?).

Do you know what is likely, however?

That as more and more authors dive into Amazon ads, click rates will continue to go up.

So jump in now! For those of you who own cars, you’ll understand that it’s like gas prices. Do you remember a time when paying $2.50 for a gallon of gas felt like highway robbery? But now we’d all love to see rates that low. It’s all a matter of perspective and what side of history you’re standing on.

So don’t be the author who looks back five years from now and says, “Wow, I wish I had learned Amazon ads before they were a dollar a click!” Dive in now and invest in learning. Your efforts will be well worth it, and this book is your straightforward step-by-step guide to get started.
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Different Types of Ads


[image: image]




I’m sure you’ve heard about Amazon ads (unless you’ve been sequestered away in a cell working on the Great American Novel for twenty hours a day). In fact, you’ve probably even heard that running ads on Amazon is a really important part of many authors’ success.

But as it turns out, there are quite a few different types of Amazon ads, so before we dive into how to set your own ads up, it’s important to know what we’re talking about.

Which brings us to our brief vocabulary lesson. A lot of people think vocabulary is boring, but you’re an author, so obviously you don’t.

Right?

Good.

Let’s dive into what the different types of Amazon ads are.

Lockscreen Ads

Good news. This kind of ad will not appear on the test. Know why? Because lockscreen ads in general don’t work very well, and I don’t recommend using them.

Lockscreen ads are the ads shown to Kindle readers when they unlock their devices. If you have a Kindle ereader, you know exactly what we’re talking about. Think of it as the screensaver for your Kindle. This image you see is an ad.

On the surface, these sound like a smart ad placement, until you talk to basically any author who’s used them with no success. One reason for their lack of efficacy probably has to do with the fact that when somebody opens they’re Kindle, they’re planning to read a book, not buy one. That’s why in this book we’ll focus mostly on sponsored product ads.

Takeaways to Remember:


●  Lockscreen ads appear as Kindle screensavers. Your mileage may vary, but in general most authors find these ads are not effective.

●  We’ll focus mostly on sponsored product ads in this book.



What are Sponsored Product Ads?

Now it’s time to talk about my favorite kind of ads: sponsored product ads (which in this book we’ll often call sponsored ads for short).

If you have books for sale in the Kindle store, you almost certainly have seen sponsored product ads. These little guys show up just about everywhere. Most commonly, sponsored product ads appear as cover thumbnails (similar to a book’s also-boughts) in a carousel that shows book covers, an optional short blurb, the book’s price, number of reviews, and average star rating. Because the book cover is such a prominent feature in sponsored ads, it’s critically important to choose cover images that stand out well in thumbnail.

A quick note here. When sponsored products (or any type of Amazon ads) first appeared under authors’ book listings, authors were understandably upset.

Why would I want Amazon to try to sell someone else’s book on my book page? It would be like walking into a Coke factory and having the worker behind the front desk asking if I wanted to try free samples of Pepsi.

Why is Amazon giving advertising space on my page to my competitors?” That’s what authors were asking. Most of us by now realize that Amazon ads are here to stay. They’re on our book pages whether we want them to be or not. But I think the mindset issue is important enough to discuss here before we go on.

If I’m a romance reader and I’m on your book page and I see a sponsored ad for another romance book that looks like it’s going to be a great read and I buy that book, the world hasn’t ended. Far from it. Because readers read books. Your books, my books, their books ... In other words, just because someone clicks on a sponsored ad and buys someone else’s book doesn’t mean they’re never going to come back and read yours. Right?

So don’t get upset about other authors’ sponsored ads appearing on your book pages. First of all, there’s absolutely nothing you can do to make sponsored ads disappear. Amazon’s not going to just turn off sponsored ads when they’re making so much money from them. Second of all, the more books readers buy in your genre, the more books are in demand.
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